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WPB has released aluminum for 
experimentation in making of post- 
war automobiles. 

* * * 

David Lawrence says used car 
prices are exorbitant. 

Does he expect a ceiling to check 
them? 


— 


* * * 


It was a Ford dealer, by the way. 
who pushed hardest to get Chev- 
—aplet’s Bill Power on the NADA 
onvention program. 
* * #* 


If used cars should be rationed, 
some authorities believe the 
Murray-Patman Act can be in- 

-lmterpreted to include used as well 
as new cars. 
+ * * 

The 1,476-mile “little inch” oil 
pipeline to the New York area 
already has been delayed two 
onths due to more than 70 breaks, 
and Defense Plant Corp. is in- 
estigating. 


~ 

W-H Pressure 

It’s reported some agents of the 

age-Hour division are trying to 

force dealers under that law if 

e@hey’re repairing trucks in size- 
able volume. 

Dealers are being urged to sup- 
saport a statute of limitation period 
for the W-H act. 
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earty at 80 

Charles W. Nash, chairman of 
ash-Kelvinator, reached his 80th 
milestone Friday, celebrating the 
affair with close friends at his 
ome outside Los Angeles. 

Still active, Nash enjoys nothing 
ore than a day at the trout 


—#tream or in the field. 
om *” + 


alking ‘Turkey’ 
Many dealers, attending NADA’s 
annual meeting in Detroit last 
eek, were disappointed over the 
fact that none of the _ factory 
speakers grabbed the opportunity 
o promise dealers anything. 
Most of the factories, however, 
eld separate meetings with their 
bwn dealers and talked “turkey,” 
it’s reported. 
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ynthetic in Britain 
Beginning this month all rubber 
ires manufactured in Great 
Britain will utilize synthetic rub- 
ber, using specified quantities of 
atural rubber. Production of tires 
for civilian use is not expected to 
increase beyond the present volume. 
A director of the company, which 
has been licensed to manufacture 
synthetic rubber in bulk in Eng- 
and, has estimated that a plant 
capable of turning out 36,000 tons 
pf synthetic annually will cost 
-—wabout $16,000,000. This director 
likewise estimates that one ton of 
synthetic rubber can be obtained 
from processing 4% tons of coal. 
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* * * 
—SHonoring Oldtimers 
Prominent personages of the 












=, utomobile world will pay tribute 
to two of their distinguished com- 
rades at a luncheon to be given 
eb. 3 at the Hotel Roosevelt, New 
York. : 
Arthur Lee Newton, president 
of the Metropolitan Council of 
the Automobile Old Timers, Inc., 
has announced that the guests of 
honor upon this occasion will be 
William L. Hughson of San 
Francisco, and Mayor Ab Jen- 
kins of Salt Lake City, Utah. 
Hughson is the dean of the Ford 
dealers and Jenkins is_ inter- 
nationally famous for the many 
world’s automobile records he es- 
tablished on the Bonneville Salt 
Beds in Utah. 
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To Get Factory Contract Reforms 


he Favors Negotiation Method 





In U.S. Needs 


Output for Civilians 
Held to Schedule; 
Gas Outlook Dark 


By Robert M. Finlay 
Associate Editor 


DETROIT.—While ex- 
tremely short inventories of 
both natural and synthetic 
rubber are keeping supply on 


a hand-to-mouth basis, pro- 
duction of tires for civilian passen- 
ger cars is on schedule and essen- 
tial needs will be met, L. D. Tomp- 
kins, deputy rubber administrator 
and vice-president of the U. S. 
Rubber Co., assured members of 
the NADA at the annual conven- 
tion in Detroit last week. 


Other speeches, covered in sepa- 
rate stories in this issue, were 
given by Henry Ford II, of the 
Ford Motor Co.; R. H. Grant, vice- 
president of General Motors who 
retired this month; a vanDerZee, 
vice-president of Chrysler; Bill 
Power, of Chevrolet; Commander 
P. H. Winston, of Selective Serv- 
ice; Rep. Charles A. Halleck, 
Indiana Republican, and Paul Hoff- 
man, president of Studebaker. 


Tompkins also revealed that 
the time is not far distant when 
new tire rationing will be di- 
vorced from gas rationing to 
some extent so that an essential 
driver will be permitted to pur- 
chase new tires when needed, 
even though he does not drive 
601 miles a month. 


Earlier, Walter S. Hallanan, 
president of Great Bend and Plym- 
outh Oil Cos. and vice-president of 
the Independent Petroleum Prod- 
ucts Assn., told the dealers that in 
the fourth quarter of this year the 
nation faces an oil deficit of one 
million barrels a day. 

This, he said, would eliminate 
all A-card drivers and reduce the 
rations of B-card drivers. 

At the present time, oil produc- 
tion cannot be increased’ eco- 
nomically because of a _ price 
squeeze on the producer which, he 

(See TIRES, Page 8, Col. 3) 


Army to Release 
20,000 More 
Motor Vehicles 


WASHINGTON.— Approximately 
20,000 additional motor vehicles, 
many of which will be available to 
civilians, are reported to be sched- 
uled for early disposal by the 
Army. 

It is understood that these will 
be distributed to car dealers 
through bids to the various army 
service commands. 

Vehicles to be released, it is re- 
ported, include nearly 10,000 used 
trucks said to be_ serviceable, 
about 5,000 new passenger auto- 
mobiles, 4,000 new motorcycles, 
1,000 used passenger cars and some 
used motorcycles. 


Tire Program Set 
To Meet Shifts 








David G. Kelly 
... NADA’s new president 


Kelly Is Elected 
NADA President; 


Snow Is Named™ 


DETROIT. —David G. Kelly, 
Dodge-Plymouth dealer of Grand 
Forks, N. D., Thursday was elected 
president of National Automobile 
Dealers Assn., succeeding David E. 
Castles (Buick), of St. Louis. 


Other officers named are First 
Vice-President, Lynn S. Snow, 
Ford dealer, Chicago; Secretary, 
E. Jack Beatty, Oldsmobile dealer, 
Denver; and Treasurer (reelected), 
Charles B. Robertson jr., Chevro- 
let dealer, Richmond, Va. 


NADA’s directors put off, until 
next month’s meeting of the execu- 
tive committee, selection of the 
1945 convention city. Tabled for 
further study at next year’s meet- 
ing was a praposal allowing used 
car dealers {Membership in NADA. 

The Postwér Planning com- 
mittee, headed by Arthur Sum- 


(See KELLY, Page 2, Col. 5) 


Fights Used 


Car Peg, 


Urges Repeal of 341 


State Laws Favored to Establish Dealer Standards; 
Convention Pledges Resistance to Cuts in Discounts, 
Urges Plants to State Postwar Disribution Policies 


By Pete Wemhoff 
Managing Editor 
DETROIT.—Three thousand strong, National Automo- 
bile Dealers Assn. conventioneers last week took decisive 
action on two major fronts—voted unanimously against 
used car and truck price ceilings, and decided in favor 
of the conference-table method of effecting factor-dealer 


relation changes. 

Voting unanimously, NADA mem 
bers vigorously opposed imposition 
of a ceiling price on used cars 
and called on OPA to revoke imme- 
diately RMP 341i, which sought to 
control used truck prices but which 
has forced a vicious black market 
and has driven legitimate dealers 
out of the field. 

Other actions included: 


Adoption of a resolution, urging 

OPA to let price increment run 
until all new cars and trucks are 
sold. (OPA has under considera- 
tion an order ending monthly in- 
crement on Feb. 29.) 


2 Passage of a resolution urging 
OPA to permit voluntary re- 
funds on unintentional overcharges 
made as a result of inexperienced 
help. 

In other resolutions, NADA voted 
its appreciation to Congress and 
RFC for their aid in the enactment 
and administration of the Murray- 
Patman Act, and praised the assist- 
ance of Reps. Patman and Halleck 
on the Surplus Goods bill now be- 
fore the House. 

It was reported by Ray Cham- 
berlain, executive vice-president 
of NADA, that he expects no 
further reduction in value of 
gasoline coupons in the territory 
east of the Rockies, but warned 
that increased military demands 
will likely cut, within the next 
three or four months, the value 
of A coupons to one or 1% gal- 
lons on the West Coast. 

Chamberlain declared that, be- 
cause of heavy military demands 

(See CEILINGS, Page 3, Col. 5) 


3 States Plan Introduction 
Of Dealer Licensing Bills 


DETROIT.—Dealers of at least 
three states—New York, - Virginia 
and Kentucky—are seriously con- 
sidering the introduction of licens- 
ing legislation during 1944, it was 
revealed last week during the 
méeting of the Automotive Trade 
Assn. Managers held in conjunc- 
tion with the NADA convention. 

Other states are contemplating 
similar action when legislatures 
convene in 1945, and to serve as a 
guide for such action a model 
measure was presented to ATAM 
members by C. S. Klugh, manager 
of the Pennsylvania Automotive 
Assn. 

In two resolutions adopted, the 
ATAM (1) urged NADA, auto- 
mobile manufacturers, finance 


¢ 
companies, state and local dealer 
associations to exert their in- 
fluence to preserve a prestige that 
can be destroyed by bad busi- 
ness practices, and (2) called on 
NADA to urge appointment of 
dealers who will be a credit to 
the industry. 

ATAM members were urged to 
conduct polls of their dealers to 
determine what percentage of used 
truck sales are being handled by 
legitimate dealers since the price 
ceiling has been in effect. The 
results would be used in the battle 
for repeal of MPR 341. 

Highlights of the model bill for 
licensing dealers were given by 
Seymour Lewis, counsel for the 
Chicago Automotive Trade Assn., 


(See ATAM, Page 6, Col. 5) 


+ s oz 

Tackling factory-dealer relation 
problems, NADA’s Postwar Plan- 
ning committee last week recom- 
mended the conference-table meth- 
od for obtaining reforms in con- 
tracts and practices, with the 
legislative approach being confined 
to establishing standards for 
dealers. 

Arthur Summerfield, chairman of 
the committee, recommended in his 
report (text on page 4), which also 
covered activities on war surplus 
goods): 

1. “To improve _ factory-dealer 
relations, we recommend negotia- 
tions with the factories. Prelimi- 
nary meetings have been held and 
should be continued. 

2. “We recommend state laws to 
establish standards for dealers, to 
exclude the tax-evader and de- 
frauder of the public from the 
opportunity of being a dealer. 

3. “We recommend city ordi- 
nanecs to improve the standards 
of used car selling. 

4. “We recommend that in the 
postwar period dealers work con- 
certedly to have the government 
retire from all regulation of the 
lawful conduct of automobile re- 
tailing.” 

NADA members transformed 
most of these recommendations 
into resolutions, which were adopt- 
ed virtually unanimously. These 
included: 


A resolution calling on the 

NADA Postwar Planning com- 
mittee to urge manufacturers to 
adopt as policy a scientific study 
of sales potentials in each trading 
area,. confining new dealers ap- 
pointed therein to the number 


necessary to achieve the sales po- 
(See FACTORIES, Page 6, Col. 1) 
































‘Get Workable Order, 
Or Drop It’ . . Brownlee 


Most cheering news regarding 
the used car price ceiling threat 
was given last week by Charles 
W. Bishop, general counsel for 
NADA. Referring to the Ad- 
visory committee meeting, called 
by OPA for Tuesday (Feb. 2), 
Bishop declared: 

It is understood that James 
F. Brownlee, OPA deputy ad- 
ministrator, has told those 
working on the used car price 
ceiling order that their present 
program is unthinkable since it 
is based on the used truck price 
ceiling, which has been unen- 
forceable. He has advised them 
to develop a more reasonable 
and workable program, or drop 
the whole subject. 
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Warns and Encourages. . 
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AUTOM 


Grant Gives His Views 


On Dealer Problems 


DETROIT.—Tackling head-on a 
number of problems that have been 
disturbing dealers in connection 
with factory relations, R. H. Grant, 
vice-president of General Motors 
who retired this month, gave last 
week the frank conclusions of an 
executive who has spent 20 years 
in the auto business. 

His speech before the NADA 
convention, which was in the na- 
ture of a farewell to an active role 
in the business, covered proposed 
dealer legislation for protection, 
discounts, selling agreements, buy- 
ing habits of the public, and the 
threat of a used-car price ceiling. 

In dealer legislation he saw 
danger, in discounts a promise, 
in buying habits a need for a 


change, and in selling agree- 
ments and _ the price-ceiling 
threat the need for a cautious 
approach. 

Touching on discounts, Grant 
said: 


“I think it is generally accepted 
that to be successful in the auto- 
mobile business, a manufacturer 
must have a strong selling force. 





Dealers Regain 
Old Spirit 
Of Confidence 


By John O. Munn 


DETROIT.—NADA’s twenty- 
seventh annual convention is now 
history. It has been a _ sucessful 
convention. Attendance was second 
only to the previous Detroit con- 
vention when the NRA coding was 
promulgated. 

Dealers attended from the Pacific 
to the Atlantic coast and from the 
Gulf, including many Canadian 
representatives. 

The formal program marked the 
entrance and the return of impor- 
tant manufacturing executives. It 
was a compliment to. dealers 
throughout America that Henry 
Ford II made his first public ap- 
pearance on the program Tuesday 
morning. His remarks impressed 
all dealers favorably. They see in 
him a worthy successor to the vast 
Ford empire. 

R. H. Grant, who has attained 
one of the most spectacular careers 
in the industry and whose activi- 
ties as sales manager of Chevrolet 
and later as sales generalissimo of 
General Motors, also complimented 
the dealers with his “swan song.” 

While it did not appear on the 
formal program, the undercurrent 
of dealer discussion in out of ses- 
sion meetings was on the subject 
of factory discounts, used car ceil- 
ings, state license laws, the elimi- 
nation of distributors and the cut- 
ting down of direct dealer terri- 
tories. 

Dealers are not flustered as 
they were two year’s ago in Chi- 
cago. They have had two years’ 
experience; they have surmounted 
all difficulties and while there con- 
tinues to be a note of uncertainty, 
it is evident that they have confi- 
dence in themselves and in the 
future and that they consider 
themselves resourceful enough to 
meet any given set of circum- 
stances. 


Power Peddles Corn 
To the Auto Men 


DETROIT.—With a tear here 
and a chuckle there, Bill Power, 
personal representative of Wil- 
liam E. Holler, Chevrolet sales 
manager, put many a pertinent 
point across to the dealers at 


the NADA convention last week. 


It was pure corn from the 
country, but who doesn’t like 
good fresh corn? The dealers 
ate it up, right off the cob. 


Despite all the fun that went 
with Bill’s sermon in_ selling, 
few dealers could leave without 
a deeper impression of what the 
war meant to them—or without 
the realization that the war 
would end some day, allowing 
those who had sown goodwill 
in these trying days to reap a 
better harvest. 








justifiable, are not in them today 
by individual cars. 


ceiling where no used car should 
sell for more than 90 percent of 
a similar new-car model, increment 
included, but I can not conceive of 
ceiling that attempts to evaluate 
the price of cars by years.” 


To have such a selling force, profit- 
able franchises are necessary. Con- 
sequently, I do not see how any 
company would jeopardize its in- 
terests by not handling the matter 
of pricing and discounts in the 
most constructive manner for all 


concerned. 


“This leads me to the conclu- 
sion that in the postwar period 
the question of discounts will be 
handled on a basis which will 
insure that the selling forces in 
the automobile business will con- 
tinue to make a satisfactory re- 
turn on investment.” 


Grant said that if auto dealers 
were successful in attempts to 
better their condition through leg- 
islation, other dealers and distribu- 
tors would follow the lead, thus 
increasing the cost of distribution. 


“Dealers should bear in mind,” 
he said, “that there are more cus- 
tomers than dealers. Consequently, 
if the customers are energized to 
retaliate against some of this leg- 
islation, then you may expect your 
proposed legislation to be followed 
up with other legislation that will 
be very detrimental to your in- 
terests.... 


“Let's handle our _ business 
problems as far as we can within 
our industry, and not too sel- 
fishly. In my opinion, dealers 
need to give more attention to 
the question of legislation as 
citizens of the United States than 
they do in trying to further their 
interests as dealers.” 


This led Grant to the subject of 
contracts or selling agreements, 
and here he again reminded his 
audience that he was speaking as 
a friend of the dealers rather than 
a manufacturer’s representative. 


“The trend of selling agreements 
over the past few years has been 
favorable to dealers,” he said. I 
doubt the wisdom on the part of 
dealers in attempting to get the 
type of contract that their lawyers 
are referring to. 


“It takes two parties to make a 
contract, and if the dealers seek 
a contract that gives them cer- 
tain rights in legal form, they 
must expect the manufacturers 
to demand other rights in legal 
form, some of which manufac- 
turers have not insisted on in the 
past.” 

In speaking of the buying habits 
of customers, Grant said that after 
the first flush of business, habit is 
always important from the cus- 
tomer’s standpoint. 

“Customers used to have the 
habit of exchanging their cars for 
new models according to their 
financial ability to do so,” he said. 
“Recently they have gotten into 
the habit of preserving their cars 
and keeping them as long as they 
can. 

“I feel that educational and 
promotional work will be neces- 
sary to help the public to get 
back into their past habits. I 
have always felt that such habits 
were beneficial to the country’s 
interests. 

“Nothing helps volume more than 
a rapid exchange of cars.” 

Turning to the general business 
policies of dealers, Grant said that 
the auto business is a trading busi- 
ness, and care must be taken to 
see that losses in one part of the 
business does not eat up the profits 
of the other. 

Returning to the present diffi- 
culties of the auto business, 
Grant asserted that if a ceilirig 
on used cars is attempted, it 
should be a broad one. The de- 
tails, he said, should be left to 
the dealers and the customers. 
“By this I mean that I do not 

believe it is practical to have a 
ceiling where an attempt is made 
to evaluate the prices of old cars 
by yearly models. A lot of values 
that were originally in the cars 
that made certain price distinctions 


“TJ could conceive a_ practical 
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Introducing. . . 

























































last week included, left to right, Charles B. Robertson jr. 
mond, Va., who was elected treasurer of NADA Thursday; 
(Chevrolet), Fresno, Calif.; BR. C. Jones (Packard), Reading 
Castles (Buick), St. Louis, retiring president; and David J 
mobile), Detroit. 


Jess 


rectors. Left to rig Portland, 
merfield (Chevrolet) 
Harry Sommers (Chrysler-P1 mouth), Atlanta; and David 


Plymouth), Grand Forks, N. D., newly elected president of NADA. 


Smith (Chevrolet) 


NADA DIRECTORS attending the annual convention last week included this 
roup, left to right, RB. L. terman (Cadillac-Oldsmobile), Tulsa, Okla.; 
a €. Miller (DeSoto-Plymouth), Galesburg, Ill.; W. O. Hundley (Ford), 
Wheeling, W. Va.; T. N. Brown (Packard), Reno, Nev., and E. G. FitzHenry 
(Chevrolet-Cadillac), Worcester, Mass. 





TWO DIRECTORS of NADA chat with others at convention in Detroit. Left 
to right, W. S. Edwards jr. (Chevrolet), Birmingham, -; Ed Hammer 
(Chevrolet), Sheridan, Wyo.; Charles W. Bishop, NADA general counsel, and 
Glen Smallicomb, Burlingame, Calif. 





NADA EXECUTIVES 
annual meeting in Detroit last week. Left to right, L. Clare Cargile, executive 


attend attend a reception during the association’s 
committee; Paul T. Graves, manager of the Detroit Auto Dealers Assn.; Ray 
aepecman, executive vice-president of NADA, and Dave Castles, retiring 
president. 





Automotive News photos 


DIRECTORS OF NADA who attended the 27th annual convention in Detroit 
(Chevrolet), Rich- 
man, 
Pa.; David E. 
. Griffith (Old- 


ALSO PRESENT were the following NADA directors. Left to right, W. L. 
Mallon (Oldsmobile-Pontiac), Newark, N. J.; C. . Wallerich (Chrysler- 
Plymouth), Indianapolis; Robert Fleigh (Studebaker), Baltimore; L. Clare 
Cargile (Chevrolet), Texarkana, Ark., and Erwin L. Benning (DeSoto-Plym- 
outh), Kenosha, Wis. 





A BIT OF “MUGGING” enlivens a roundtable discussion by NADA di- 
Ma ier Pitan 9 iiatinne” Rew 
;_A. H. h -P outh), Hastings, Neb.; 

lint; A. H. Jones (Chrysler-Plym 7 eh odes: 
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Tax Expert 
Gives Advice 
To Dealers 


DETROIT.—New kinks in ta 
which will affect auto dealers weft 
discussed last week at a NADA 
session by Troy Thurston, memb 
of the subcommittee on Research 
of the American Institute Com- 
mittee of Federal Taxatio 
Indianapolis. 

One of the cases covered wg 
that of taxes on profits throug 
the 1 percent monthly increment 
on new cars. Thurston said thg 
a closely held corporation cour 
reduce its taxes in this respect 
through liquidation of assets to th 
shareholders, who would _ the 
form a partnership. 

For instance, he said, if an i 
ventory of $150,000 increased to 
$200,000, excess profits of 45 per- 
cent could be avoided by liquid 
tion. The shareholders would then 
pay individual taxes, which woulg 
be lower. 

Also discussed were Treasury 
plans for demanding auditab, 
vouchers on employe expense a 
counts. Involved was the question 
of whether the money was fq 
expenses Or compensation 0 
which social security and with- 
holding taxes should be paid. Th 
possibility of wage-stabilization 
violation was also a factor. 

New rules on insurance pr 
miums, alimony and refunds and 
overpayment also were discussed 


Kelly 


(Continued from Page 1) 
merfield of Flint, was reappointeq 
Other committees were named as 
follows: 

Auditing—J. L. Rogers of Mo 
roe, La.; H. A. Lanphear of Provi- 
dence; and A. H. Jones of Has 
ings, Neb. 

Budget —Charles B. Robertson 
jr., Richmond, Va.; G. Fi 
Henry of Worcester, Mass., and D. 
E. Castles of St. Louis. 

Legislative—W. L. Mallon gd 
Newark; A. H. Jones; Stanle 
Horner of Washington, D. C.; 4 
B. Smith of Portland, Ore.; Res 
gan of Chicago, and L. Clare Car- 
gile of Texarkana. 

Membership—A. H. Jones 0o 
Hastings, Neb.; M. O. Anderso 
Seattle; E. S. Peterson of Porf 
land, Me.; Jess Rodman of Fresno, 
Calif., and Ben Wright, of Evans 
ton, IIl. 

Resolutions—R. L. Ledterman of 
Tulsa, Okla.; C. H. Wallerich 
Indianapolis; Charles C. Freed 0 
Salt Lake City; David J. Griffith 
of Detroit, and H. H. Mack o 
Topeka, Kans. 



















































































































Hi Tommy 
Breezy Richardson 


Blows ’Em Down 


DETROIT.—Tommy Richardson 
a Buick dealer in Williamsport, 
Pa., for 27 years, dealt out words 
at the NADA banquet faster tha 
an OPA lawyer. 


Tommy picked them up, laid 
them down and kicked the 
around so fast that the amplifier 
couldn’t keep up with him. Firs 
you’d hear Tommy and then thé 
amplifier would come along and 
boot the joke. 

It was a little confusing unti 
one of the directors slipped behind 
Tommy to change the directio 
of the amplifier, which was 
perched on top of a _ twelve-foo 
pole. 

The pole wavered, almost landing 
smack on the speakers’ table, the 
amplifier squawked. 

“Mice,” screamed Tommy, in the 
middle of a story. 

A minute later someone tripped 
over a serving stand. 

“Sold for $8,” Tommy yelled nea 
the end of the same story. 

But nothing could crab Tommy’s 
act. He was good even when yo 
couldn’t hear him. 


New Virginia Dealer 
RICHMOND, Va.—The Virginia State 
Corporation Commission has issued 
charter to General Auto Sales, Inc., o 
Newport News “to manufacture and 
deal in vehicles, engines, machines oa 
appliances for generation of gasolin 
or other power for the purpose of 
prenene cars, trucks, vehicles of all 
inds Maximum capital of the fi 
is i and J. D. Allen jr., 
Newport News, is president. 
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_DIGEST EDITION 


Meet Henry II... 


AUTOMOTIVE NEWS, JANUARY 31, 1944 


_Ford Stirs Speculation 
With NADA Speech 


DETROIT.—When Henry Ford 
II made his maiden speech to the 
zmto industry last week at the 
INADA convention, the new vice- 
president of the Ford Motor Co. 

red speculation on at least two 
points. 

The first was in regard to the 
pwpoint on when new car produc- 
tion would begin. Some observers 
nade much of this quote: 

‘I know that you are waiting for 
cars and trucks on your show-room 

pors, but certainly not until all 
Ua@r boys are back home again, and 
we all hope that will be sooner 

an we expect.” 

Some saw in this an intimation 
that Ford did not expect new-car 

oduction to start until both the 
Luropean and the Japanese 
phases of the war were ended. 

pnerally, however, the impres- 
sion was that too much signifi- 
ce should not be attached to 

e expression, since Ford em- 
phasized elsewhere in his speech 
_athat he was talking as a layman, 

nd making no attempt to give 

the studied policy of the Ford Co. 
min debunking the postwar dream 
sar, Ford made another statement 
that aroused a good deal of in- 


est. 
“Most of us,” he said, “would say 
that it (the postwar car) would be 
~Metty much like our 1942 models.” 
The possibility of any difference 
at all caught the interest of some, 
d they began to wonder how 
much difference there would be. 
Obviously, of course, there will be 


LLN.Y. Judge 
|Rules in*Favor © 
| [Of Landlord 


ROCHESTER, N. Y.— Supreme 
Court Justice John Van Voorhis in 

ruling here has rejected the 
—Viaim of the American Auto Supply 

Co., Inc., that federal rationing 
.egulations prevented it from con- 

nuing in business at a branch 

store here and thereby terminated 
ws lease. 

Justice Van Voorhis held that 
Joseph A. Schantz, owner of the 

ilding in which the store was 
situated and which was vacated by 

e auto supply firm 10 months 
—efore expiration of its lease, is 
entitled to judgment against the 

enant. 

The landlord sued for one 
month’s rent, $155, in a test of the 
_.glefense contention that the sale of 

res, radios, washing machines 

and refrigerators had been pro- 
bited by the United States gov- 
rnment. 

The justice found the regula- 
mons restricted but did not wholly 
brohibit the auto supply company 
from conduct of its busienss in 

ose lines. The supply firm still 
Operates its main store at 292 East 
Ave. here. 
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Gillespie in Race 


Denver Dealer Seeking 
Seat in House 


DENVER.— Dean M. Gillespie, 
president of the Colorado Motor 
= ealers Assn., was nominated by 
the Republicans to lead their anti- 
ew Deal, anti-bureaucratic con- 
e—eressional campaign. 

He will run in Denver's special 
election March 7 for the seat in 
he House left vacant by the death 
of Denver’s Rep. Lewis several 
eeks ago. 

Gillespie is a member of the 
Society of Automotive Engineers 
and designed the original Pikes 

Peak and Yellowstone Park buses. 
He is president of the Motoroyal 

o., Denver, and vice-president of 
the White Motor Truck Co., Cas- 
per, Wyo. 
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eihn Named Manager 


—“)f Evans Auto-Railer 


DETROIT.—Evans Products Co. 
announced last week the appoint- 
ent of Ferdinand A. Keihn as 
manager of the Evans Auto-Railer 
ivision, succeeding Charles Gross, 
ho resigned. 


no fundamental mechanical change. 
The difference will come in appear- 
ance, if at all. 


On the whole, however, it was 
believed that the speech should be 
taken at its face value, without any 
attempt to find hidden meanings 
in it. 


It was a sincere endeavor by a 
likeable 26-year-old man who may 
someday rule over the great Ford 
empire. 


Young Ford, who wrote the 
speech himself, was introduced 
by W. L. (Billy) Hughson, Ford’s 
first authorized dealer who 41 
years ago took eight cars out to 
the West Coast to supply the 
needs of that vast territory. 

In discussing postwar plans, Ford 
said the first consideration should 
be given to the postwar plans 
made in foxholes by millions of 
“guys named Joe.” 

“These friends and relatives of 
yours and mine who are fighting 
to hold the beachheads, fighting to 
outwit the enemy at that important 
Hill 593, or this bridge, or that 
gulley, are mighty important to 
us and our postwar plans,” Ford 
said. 

“They are important, not because 
they are different from us but be- 
cause they are exactly like us and 
because their nearness to what is 
wrong with the world is etching 
deeply into their minds just what 
is right with it. When the men 
and women returning from the 
world’s battlegrounds think, they 
are going to think very much alike. 

“There is likely to be great unity 
in what they know must come 
about in the postwar world. They 
will probably see that the changes 
to our social existence are carried 
out because they have risked their 
lives to make the changes possible. 
“So, today, I am thinking, not 
alone of you and me in this nation 
so apart from the actual rigors of 
war, but of the ‘guys named Joe’ 
who are so much a part of them.” 

A reformation will come with 
the return of these men, Ford 
said. They will lead us, Ford be- 
lieves, because they will have a 
clearer evalution of things than 
those at home. To them, busi- 
ness will be, like war, a means 
to an end. 

Ford believes that the returning 
soldiers will want security more 
than any other one thing, and he 
said that they will deserve it. 

And we must plan ahead to give 
them that security, he said. 

“We must prepare ourselves to 
manufacture, distribute, and sell 
vehicles that are basically sound 
and useful.” 

At this point Ford went into the 
subject of the postwar car. The 
public, he said, is taking this talk 
of the dream car seriously, and it 
is the duty of the auto industry 
to make sure that the false ideas 
are dispelled. 

He pointed out that almost every 
part of the automobile had been 
given a hypodermic of development 
during this period, but asked: 

“Are we going to toss all of 
these war-baby developments into 
the first postwar car we build? Or 
the second? 

“Couldn’t the attitude of the 
public be: ‘No, ’'m going to wait 
and see how those things turn 

out before I buy one?” 

In closing, Ford said that to be 
happy men must not only be se- 
cure but must progress. 

“It therefore seems to me that 
the postwar job of the automobile 
industry is to provide a secure 
existence for its employes, to edu- 
cate them to further progress, and 
to build a worth-while product.” 


Hammond Heads Sales 


Of Franklin Transformer 

MINNEAPOLIS. — Franklin 
Transformer Mfg. Co., with head- 
quarters here, has appointed a new 
vice-president in charge of sales to 
supervise merchandising activities, 
it was announced last week by 
Guy L. Pugh, president. 

Named for the new post is J. C. 
Hammond, formerly with National 
Battery Co., St. Paul, who has had 
23 years of continuous experience 
in the battery business. 


[At NADA Parley .. . 


AMONG THE 3,000 dealers attending 
week were these. Left to right, E. 
Detroit Fisher meri D. S. Grose, 
lotte, N. C.; J. E. iller, 


L. Hicks 
Huntersville, o © 
Greensboro, N. 


Automotive News photos 

the NADA convention in Detroit last 
Charlotte, N. C.; A. P. Harris, 

; E. R. McHenry, Char- 


E, 
C., and Dave Smith of Bastoria, N. C. 


FATHER AND SON attend NADA’s annual convention in Detroit last week. 


Left to right, J. 


L. A. Leathers, Brookville, Pa., and A. 


CHICAGO DEALERS sna 
Sheehan, N. A. Nelson, Ra 


at the 


OFFICERS OF the Michigan 
NADA convention in Detroit. 
R. E. Whaley, 


Smith, secretary-treasurer of MADA. 


F. Leathers of Brookville, Pa.; Lero 


Automobile Dealers Assn. 
ft to right, Frank Herrick, manager of MADA; 
Chicago; Lynn A. Wright, president of MADA, and Harry C. 


Mead, St. Joseph, Mo.; 


C. Hansen, St. Joseph, Mo. 


NADA convention. Left to right, E. J. 


mew Hirschberg and Fred G. Litsinger. 


chat during the 


DETROIT DEALERS who were host to the NADA convention. Left to right, 
David Griffith, NADA director; Dave Barnett, secretary of Detroit Auto Dealers 


Assn.; Jack Rose, 


resident of DADA. 


Refusal to Sell 


DADA vice-president; 
DADA; Clarence Hacquoil, president of DADA; an 


Webb Kay, former president of 


Henry Whiting, past 


New Cars 


Laid to Virginia Dealers 


RICHMOND, Va. — Complaints 
that Richmond automobile dealers 
are refusing to sell new cars to 
holders of purchase certificates are 
continuing to come into the district 
OPA offices here, Robert W. Keyser, 
district enforcement attorney, said 
last week. 

In most cases, the dealer tells 
the certificate holder he has no 
cars for sale. Investigation through 
local ration boards has revealed 
the dealers to have cars, but are 
holding them, it is believed, for 
“preference sales” to friends. 

Heretofore, the OPA usually has 
sent out investigators to enforce 
compliance with the regulations 


requiring that the dealer 
Keyser said. 

In future, the OPA will take 
legal action against a dealer if it 
can be proved that he refused to 
sell available cars to certificate 


holders, he declared. 


Globe-Union Gets - 


Army-Navy E 

MILWAUKEE. — Globe - Union, 
Inc., manufacturers of Globe Spin- 
ning-Power Batteries, sparkplugs 
and radio parts, recently received 
the Army-Navy E Award. 

Commander J. W. Guider, Bureau 
of Ships, pinned the first E pin on 
Chester O. Wanvig, president. 


sell, 


‘Keller Offers 


Program for 
| 


j ™% 
Peace Economy 

CHICAGO.—A six-point program 
to insure a healthy postwar econ- 
omy was advocated Friday by K. 
T. Keller, president of Chrysler 
Corp., in an address before the 
Economic Club here. 

Keller warned, however, that 
“this is no time for the production 
executives of the country’s war in- 
dustries to relax the undivided at- 
tention required of them to help 
solve the problems that are con- 
stantly arising as the necessities of 
war change. 


“IT have always believed in pre- 
paredness for war. I believe in 
preparedness for peace. I believe 
the best preparedness for peace is 
to concentrate on winning the war 
—quickly and decisively. If we can 
shorten the war by as little as one 
month, it will mean more to the 
country than any peacetime plan 
you can work up now... . 


“Complacency here now would be 
as dangerous to our cause as com- 
placency at the front. No matter 
what our political, social or eco- 
nomic views may be, it is up to us 
to continue to do everything we 
can to win the war—fast.” 


Referring to the gigantic job 
confronting the Dodge Chicago 
plant, division of Chrysler Corp., 
as significant of the war job that 
remains to be done, Keller point- 
ed out that although two years 
ago this, the world’s largest 
plant, was not even on paper, 
now it has already shipped its 
first run of production engines 
for the Army’s new super-bomb- 
ers. 


Keller listed these six points: (1) 
Efficient production; (2) New de- 
vices and services; (3) Equality of 
opportunity; (4) Thinking inter- 
nationally; (5) “Jobs beget jobs” 
must be emphasized, and (6) In- 
dustry must advise government. 


Ceilings 
(Continued from Page 1) 


on tire-producing facilities, it is 
likely that B and C eligibility 
standards will be tightened up 
shortly. He urged dealers to take 
constant and proper care of tires 
on cars standing in used-car lots. 


More cuts in eligibility standards 
for purchases of new cars will 
come soon, Chamberlain predicted, 
while no changes are expected in 
rationing regulations on new 
trucks. He urged dealers to pre- 
pare for the worst as regards man- 
power, advocating greater use of 
returned veterans, increased “self- 
helps” such as training and co- 
operation with local War Man- 
power boards. 


Despite the fact that there is 
no difficulty now in getting mate- 
rials for parts production, Cham- 
berlain warned that parts for 
1935 and older cars will be con- 
siderably harder to obtain from 
now on. He thought that parts 
for models later than 1935 would 
ease somewhat in the future. He 
said parts supply had increased 
59 percent in 1943. 

Speaking optimistically on the 
new-truck production program, 

Chamberlain said he had been in- 
formed that 1944 output will be 
broken down about as follows: 


Mepium Trucks—7 percent of 
projected total in first quarter; 
29 percent in second quarter; 
33 percent in third quarter and 
31 percent in the fourth quarter. 

Heavy Trucks—23 percent of 
projected total in first quarter; 
24 percent in second; 27 percent 
in third and 36 percent in the 
fourth quarter. 

He said he thought the new 
trucks would be distributed along 
peacetime standards, although 
there have been rumors that some 
factories plan to distribute a major 
share through branches. He quoted 
WPB that there are no plans being 
made for production of new cars 
in 1944. 


Obituaries: 


Posey W. White 


ST. LOUIS.—Posey W. White, 62, a 
St. Louis automobile dealer for a quar- 
ters of a century, died recently. He 
was the owner of the P. W. White 
Motor Co. 
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NADA Postwar Planning 


Committee’s Report 


(Continued from Page 4) 


price control would not be too 
serious, as the price pressure will 
recede as more goods become avail- 
able. However, we have seen only 
too clearly that a regulation de- 
signed as a price control may have 
very disrupting effects. The used 
truck ceiling diverted used truck 
business away from. established 
dealers. This committee, fearful of 
such disruptions in the postwar 
period, has urged the repeal now 
of the used truck price ceiling. 
The committee, likewise fearful of 
what a used car price ceiling would 
do in the postwar period, has 
steadfastly opposed its imposition. 


Dealers Must 
Rebuild Personnel 


One of the dealer’s most imme- 
diate postwar problems will be 
that of rebuilding his personnel. He 
must build up new sales and serv- 
ice organizations. It will be the 
function of the Post War Planning 
committee to keep constant vigil- 
ance on manpower regulations to 
insure their being intelligently 
adapted to postwar conditions as 
they evolve. A most important ele- 
ment in the manpower problem is 
the control of wages and the 
charges made to service customers 
for labor. The absorption back into 
jobs of demobilized service men, 
and the prevention of unemploy- 
ment will greatly depend on the 
flexibility of wage controls. 

A postwar problem which will 
demand committee attention in 
cooperation with the Legislative 
committee is taxes. The various 
reasons why men will work with- 
out profit during war time will 
not sustain peacetime activity if 
taxes drain off practically all of 
the return from business ac- 
tivity. The automobile business 
has always been risky and specu- 
lative. Big earnings were possible 
for that very reason. However, 
the possibility of substantial 
earnings must be present to jus- 
tify the investment and the risk 
of large losses. Intelligent men 
could hardly be expected to in- 
vest savings or to incur liability 
on borrowed capital if high tax 
rates would leave them little, 
even after a most successful 
business year. 

The war must be paid for, but 
it can only be paid for in a pros- 
perous economy, produced by ac- 
tive business and full employment 
which in turn can only occur if 
men of initiative have an incentive 
to invest money, assume payrolls, 
and to take risks. 


Factory-Dealer 
Relations 


Another type of postwar prob- 
lem of great concern to dealers is 
within the industry itself—the com- 
petition between dealers, the re- 
lationship between dealers and 
their factories and the competition 
between dealers and exclusive used 
car dealer. 

The competition between deal- 
ers has many aspects. If more 
dealers, handling the same line, 
are appointed in a trading area 
beyond the potential of that area, 
price cutting to the disadvantage 
of all of such dealers is inevit- 
able. It is such competition be- 
tween dealers handling the same 
line which is most troublesome. 
The competition of dealers han- 

dling either the same or another 
line who seek a competitive ad- 
vantage through misrepresenta- 
tion, false and misleading advertis- 
ing, evasion of tax laws, financing 


abuses, insurance deceptions and 
the like, presents. still another 
problem. 


Factory Policies 
Of Interest 


The competition to dealers rep- 
resenting a factory, which has 
dealer policies acceptable to its 
dealers, from dealers representing 
other factories whose policies force 
them into undesirable trade prac- 
tices, is another problem. Not only 
are the factory policies of great 
interest to the dealers of that fac- 
tory, but they become of very great 
interest to dealers of other fac- 
tories. 


There is the problem of com- 
petition arising out of different 
conceptions of merchandising. 
Either with or without factory 
pressure or approval, some deal- 
ers believe in doing a large vol- 
ume of business on the basis of 
small per unit profit. This defin- 
itely affects the business of a 
competing dealer who believes in 
obtaining a full gross profit on 
each transaction. 

There is the problem of the com- 
petition from a _ bootlegger who 
does not have a factory franchise, 
but who nevertheless obtains new 
cars and sells them at a long dis- 
count. In the sale of used cars the 
enfranchised dealer is faced with 
competitive problems of similar 
character, and the additional prob- 
lem of used cars being brought in 
by itinerant dealers and thrown 
periodically on the local market. 


Two Categories 


For Problems 

The recitation of these problems 
is solely for the purpose of getting 
them out in the open in order to 
analyze the possible approaches to 
solutions or improvements. Much 
of the criticism in the past has 
been due to the fact that the en- 
tire problem has never been stated 
comprehensively and that efforts 
have not been coordinated in an 
overall program. 

At the outset, all of these prob- 
lems must be recognized as fall- 
ing into two categories. First, 
there are changes in the relation- 
ship and administration of that 
relationship which can only be 
achieved through mutual agree- 
ment between a factory and its 
dealers, within the federal limi- 
tations on monopolies and agree- 
ments’ restricting competition. 
Second, there are practices which 
are illegal under state and fed- 
eral law which can be prosecuted 
and enjoined—and practices 
which can within constitutional 
limits be made illegal through 
the enactment of further federal 
or state laws. Very often in the 
past, dealers have been asked to 
enumerate what they considered 
the things that were wrong in 
their factory-dealer relationship, 
and then asked how they be- 
lieved these wrongs should be 
corrected—by the conference 
table method or by legislation. 
That clear-cut alternative does 
not exist. It is impossible to in- 
telligently select one or the other. 
By reason of constitutional limi- 
tations it is impossible to obtain 
all that has been expressed by 
dealers as desirable through law. 
On the other hand, those same 
constitutional limitations prevent 
the factories from agreeing to all 
that dealers have thought desir- 
able. Of course, the vigorous pro- 
ponents of either approach have 
many times been either naive or 
disingenious. Some with a personal 
grievance against their factory 
have campaigned to pass a law. 
Others with satisfactory relation- 
ships with their factories have 
over-urged the conference table in 
order to delay or confuse attempts 
to seek obtainable and proper 
legislation. Others, aware that the 
desired objectives could not be ob- 
tained from law even if passed, 
have sought legislation in order to 
frighten factories into voluntarily 
granting franchise changes or eas- 
ing up on supervision or cancella- 
tion. Others in promoting legisla- 
tion have consciously, or through 
over-enthusiasm, misled dealers as 
to what the law would do when 
passed. Others have confused the 
dealers by claiming that legisla- 
tion involved the dealer choosing 
between free enterprise and regi- 
mentation. 


‘Inequities 
Call for Action’ 


The relationship between a dealer 
and his factory rests on a written 
agreement. This selling agreement, 
franchise or contract has been 
vigorously criticized by dealers, in- 
dependent economists, the courts 
and the Federal Trade commission. 


The basis of the criticism is that] an 
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facts and understand them. Auto- 
mobile dealers will work in the 
right direction for improvement in 
their trade when they are given 
all of the facts and an opportunity 
to digest them. 

I and the other members of 
this committee strongly recom- 
mend that each of you buy a 
copy of this book “State License 
Requirements to Do Business for 
Automobile Dealers and Automo- 
bile Manufacturers” — take it 
home with you—discuss the prob- 
lem with your fellow dealers in 
your state and local associations. 
Then when you have reached a 

mature decision as to whether you 
want some form of dealer licensing 
law in your state, or if you have 
such a law at present and want to 
change it, you will be in a position 
to take action with a full under- 
standing of the possibilities and 
the limitations of licensing through 
state law. 


Rhode Island Act 


Is Stringent 
There is a great variation in the 


i}}laws that many states now have. 


Rhode Island has a law which re- 
quires all manufacturers’ repre- 


} ‘|sentatives doing business in the 


OTHER ATAM members attending the association’s annual meeting were, 


left to right, C 


Farlow of New York 


not bind the factory, it becomes 
unenforceable in court. Further- 
more these agreements have a 
cancellation privilege which is in- 
consistent with the investment 
that a dealer has to make. In its 
report following an investigation 
of the industry in 1939, the Federal 
Trade commission concluded that 
motor vehicle manufacturers had 
been, and still were, imposing on 
their respective dealers unfair and 
inequitable conditions of trade, by 
requiring such dealers to accept, 
and operate under, agreements 
that inadequately defined the rights 
and obligations of the parties. And 
further the report stated, “In the 
opinion of the Commission, this 
inquiry has demonstrated that in- 
equities exist in the terms of dealer 
agreements, and in certain manu- 
facturers’ treatment of some deal- 
ers, calling for remedial action.” 


The call for remedial action is 
what our committee has been 
trying to find an answer to. 
There are two courses open for 
remedial action. One is voluntary 
—that is the factories could 
change their contracts them- 
selves, or they could change them 
in cooperation with dealers 
through conferences. The other 
course would involve govern- 
mental insistance on change. 
The federal government has 
moved through the Federal Trade 
Commission in two _ important 
ways. In the South Bend case, 
the factories were enjoined from 
coercing dealers to deal with 
specified finance companies. In a 
more recent case, one factory 
was ordered to cease and desist 
from forcing cars on dealers 
through the threat of cancella- 
tion or otherwise. That decision 
was rendered at a time when the 
question was largely academic as 
it came down late in 1941 and 
was affirmed in the middle of 
1942, after production had stopped. 
It will, however, have a very im- 
portant effect on the trade, not 
only for that factory’s dealers 
but for those of the other manu- 
facturers as well, as they will be 
cautious in view of this decision. 
In fact the Federal Trade Com- 
mission would undoubtedly take 
similar action against any other 
factory that resorted to the same 
forcing tactics in the future. 
This is very significant and 
marks a long step forward as 
the threat of cancellation for 
failure to order as many cars as 
the factory thought should be 
ordered, or the refusal to take 
cars that were shipped without 
orders, or the threat to cancel 
for failure to maintain percent- 
age of price class, which has 
been the most potent form of 
coercion in the past. 


of Chicago; C. D. Hudson of 
City dealers group. 


Ray Palmer of Brooklyn; Glenn B. Atcheson of Minne 


apolis; 
New York dealers group, and ow 





that have been in effect for a long 
time and have stood the test of 
constitutionality. It stands ready 
to prevent monopolies, illegal trade 
restrictions, unfair competition, 
and unfair and deceptive practices. 
The prevention of such practices 
is accepted by Americans as a part 
of our democracy. Appealing to 
the Federal Trade Commission by 
dealers for relief from unfair prac- 
tices certainly cannot be considered 
seeking government regulation. 


Must Study 
Laws Carefully 


Our committee felt that in order 
to make any intelligent recom- 
mendations to dealers with refer- 
ence to state licensing laws, that a 
thorough study of such laws should 
first be made. The members of the 
committee felt, from their expe- 
rience, that there had been a lot of 
confusion regarding such laws, as 
those who favored them were 
prone to exaggerate the benefits, 
and those who were opposed to 
such laws had often improperly 
discounted them. 

This committee has arranged 
that the state licensing laws be 
collected together. This collection 
with some explanation is avail- 
able now to dealers and dealer 
associations, in the form of a 
booklet entitled “State Licensing 
Requirements to Do Business for 
Automobile Dealers and Automo- 
bile Manufacturers.” 

The Postwar Planning committee 
has approached the question of 
state laws deliberately and with- 
out haste. It is now in a position 
to make certain general recom- 
mendations concering such laws. 
While there are some 12 state 
legislatures in session this year, 
next year is the large legislative 
year. There has been some sug- 
gestion that the Post War Planning 
committee should have a uniform 
bill prepared for submission to 
state groups with or without a 
recommendation. This committee 
felt that such an action was pre- 
mature, and that the factual study 
should first be made available to 
all interested and sufficient time 
should be given for study of this 
material before any decision should 
be made on whether a uniform bill 
should be prepared or before the 
national association should under- 
take to determine whether it 
should sponsor adoption of such a 
bill by the various states. 


Mature Decision 
Is Advocated 


Our committee was agreed that 
efforts to improve the dealer’s po- 
sition should be predicated only 
upon complete facts. Automobile 
dealers are a fair cross section of 
the American people. Democracy 


The Federal Trade commission is|succeeds because of the funda- 


old, well-established govern-| mental premise that the people will 


by reason of the fact that it does'ment agency. It administers laws act soundly when they know the 





state to have a state license. This 
license can be suspended for un- 
fairly cancelling or threatening to 
cancel a dealer. This was followed 
in Florida. Wisconsin in its law 
requiring dealers and finance com- 
panies to be licensed also requires 
manufacturers to be licensed. The 
Act provides that the manufac- 
turer’s license can be revoked for 
coercing dealers under threat of 
cancellation to accept unordered 
cars or parts, or to do any unfair 
act, or for unfairly cancelling a 
dealer’s franchise. The consti- 
tutionality of this act has never 
been tested. 

An _ interesting point about 
licensing manufacturers is that 
if a manufacturer has his license 
to do business taken away for 
unfairly cancelling a dealer—all 
of the other dealers handling 
that line in that state are auto- 
matically put out of business. 
Ohio has a dealer licensing law 

which touches on the relationship 
between dealers and their factories 
by prohibiting the factory from 
forcing its dealers to use a par- 
ticular finance company. Of course, 
this is rather academic now since 
the South Bend decision. 


90-Day Period 
Is Demanded 


Iowa has a dealer licensing law, 
and it attempts to prevent coercion 
through cancellation by providing 
that no license can be issued to a 
dealer who has a franchise with a 
factory who within the preceding 
90 days has unfairly canceled a 
dealer in the area where the new 
dealer proposes to do _ business. 
Illinois atternpted to amend their 
dealer identification law last year 
to put a provision in similar to 
the Iowa provision, only they would 
have made the period 150 days. It 
is interesting that after the bill 
passed both houses, the governor 
vetoed it on the advice of the at- 
torney general that it was un- 
constitutional. 

Mississippi made an unusual 
approach to the contract prob- 
lem by passing a law requiring 
every automobile manufacturer 
who proposed to appoint a dealer 
in the state to submit a copy of 
the proposed contract in advance 
to the Secretary of State for ap- 
proval. The result was that the 
manufacturers do not enter into 
any contracts in the state of 

Mississippi with the dealers in 

that state. The agreements are 

all executed outside the state. 

One very elaborate attempt was 
made nationally to legislate the 
industry into fair contracts. In 
1939 a resolution was adopted at 
the NADA _ convention in San 
Francisco, calling for the prepara- 
tion of a model contract to be pre- 
sented to the various manufac- 
turers with the alternative that if 
it was not accepted that a bill be 
prepared and introduced in Con- 
gress to compel fair contracts. You 
will recall that it was decided at 
the next annual meeting that a 
matter of such importance should 
be submitted to the dealers of the 
country on a referendum. The 
referendum return was nine to one 
against endorsing that bill or any 
federal bill regarding the industry. 
But the interesting point to be 
made here is that the bill was 


(Continued on Page 6, Col. 4) 









By Jack Weed 
Technical Editor 

DETROIT.—Used car price ceil- 
ing, the sad experience with used 
truck ceilings and when will the 
factories get into new car produc- 
tion were the $64 questions that 
were on the tongues of practically 
all dealers at the NADA meeting 
here last week. 

The threat of used car price ceil- 
ing was chief worry, of all dealers 
—but those most worried about 
such a piece of additional regi- 
mentation were the dealers who 
handle both trucks and cars. They 
know what happened to their used 
truck business. 

For instance General Manager 


Factories © 


(Continued from Page 1) 
tential, and adoption of an ade- 
quate territorial infringement 
policy to compel the dealer, who 
makes a sale in another dealer’s 
territory, to pay a _ satisfactory 
amount to that dealer. 

2 A resolution stating that NADA 
will resist any reduction in dis- 
counts or bonuses until the econ- 
omy of the country has been sta- 
bilized and until such time as it 
shall have been proved that such 
reductions are proportionate to the 
changes in profits accruing to other 
component parts of the industry. 

A resolution calling on all 

manufacturers, who thus far 
have not already done so, to state 
to their dealers its policies with 
respect to its distribution policies 
after the war, particularly as these 
policies will affect those dealers 
who have stayed in_ business 
throughout the war. 

Summerfield’s report declared 
that a great number of changes 
in factory-dealer relations can be 
obtained by agreement, around the 
conference table, since it is con- 
sidered impossible to obtain all 
reforms through legislation. 

He said that, while the Post- 
war Planning committee recom- 
mended negotiation over legisla- 
tion, it is likely that NADA and 
dealers will appeal again to the 
Federal Trade Commission, 
which interprets existing laws. 
The report recommended dealers 
study NADA’s new booklet, 
“State Licensing Requirements to 
Do Business for Automobile 
Dealers and Automobile Manu- 
facturers,” before arriving at a 
mature opinion on the advisa- 
bility of fostering legislation in 
their respective states. 

After dealers have studied the 
problem fully, he said, it is possible 
that NADA will devise a model 
law for all states. 

Charles W. Bishop, NADA’s 
general counsel, cited the fact 
the 1942 court decision, which 
barred General Motors from 
forcing new cars and parts on 
their dealers, as an example of 
how legislative activities may 
boomerang. As a result of this 
decision, Bishop said, GM is plan- 
ning to sell its parts to other 
than GM dealers to avoid future 
troubles. 

Bishop revealed that OPA has 
ruled that manufacturers’ discounts 
on parts sold to distributers are 
frozen and therefore that, even if 
these distributors are changed into 
direct dealer contracts, the pre- 
vious discounts must stand. 


McDonald Heads 


Vancouver Assn. 


VANCOUVER.—J. G. McDonald, 
manager of Bowell McDonald Mo- 
tors & U-Drive, Ltd. has been 
elected president of the Vancouver 
Motor Dealers’ Assn. McDonald 
succeeds Stanley G. Collier who, as 
retiring president, automatically 
becomes a member of the board of 
directors for the ensuing year. 

First and second vice-presidents 
respectively are Rupert W. Neil 
and W. E. McDermott. 

Four directors elected are L. D. 
Dueck, J. M. Brown, A. W. Cruise 
and Charles E. Thompson. Edwin 
T. Orr was elected to the post 
of secretary-treasurer, succeeding 
Walter G. Welsford. C. E. Thomp- 
son is western vice-president repre- 
senting B. C. in the Federation of 
Automobile Dealers in Canada. 


$64 Questions 


NADA Conventioneers Ask Mostly About 
Used Car Ceilings, New-Car Output 
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Barnett, of Archer Motor Co., 
Rochester, N. Y. (Ford), said 
that his firm had averaged the 
sale of 6% used trucks a month 
for the past year—but since the 
ceiling it has sold just two. 
Fred Lyle, of New Kensington, 
Pa. (Ford), used to sell three to 
five used trucks per month and 
hasn’t bought or sold one since 
the ceiling went in. 


Fred E. Haller, of Mt. Lebanon, 
Pa.( Ford), normally does from 40 
to 60 trucks each year but hasn’t 
handled a truck since the ceiling. 
Haller said that the last used truck 
he bought was on blocks four miles 
out in the country up a muddy 
road; three fenders were gone, the 
paint a mess and the engine in 
bad shape. He had to get a farmer 
to drag the job three-fourths of a 
mile out to the good road, where 
he could tow it home. He put in 
over $280 in repairs and recondi- 
tioning and, if it had been handled 
under the ceiling, he would have 
lost money on the deal even if 
the truck had been given to him. 
Yet an essential user bought the 
truck and was glad to get it. 

s* * # 


Meet C. J. Gorel (Dodge-Plym- 
outh), Ft. Wayne, Ind., president 
of the local dealer association. The 
association had 15 members in 1941, 
had 15 members in 1942, and 15 
members in 1943, still have 15 
members—every franchised new 
car dealer in the town. The reason 
—the dealers agreed at the start 
to stop lying to each other and 
have been dealing off the top of 
the deck ever since. 


Fred Schenke (Dodge-Plymouth), 
Cincinnati, remembers with consid- 
erable pride back to when, as a 
Chevrolet dealer, he handled 1,864 
used cars and trucks in one year 
and was the biggest used vehicle 
dealer in town. 


Larry A. Bloom of Scranton, Pa., 
once with Ford Motor now a Ford 
dealer, has as a brother the prose- 
cuting attorney in Fort Wayne. 


Tom Frost (Dodge-Plymouth), 
Warrington, Va., not only hosted 
his friends with Smithfield hams 
during the meeting but took a bow 
from Jack Graham of WPB for 
providing storage for 1,400 new 
cars and trucks for Washington 
and Baltimore dealers who did not 
have a place to store them when 
the freeze went on. He developed 
a lot of new friends with his hams. 


S. H. Grossman (Dodge-Plym- 
outh), Newark, who normally mer- 
chandises from 400 to 600 new 
trucks a year, let us in on the fact 
that he was the sparkplug of the 
original Newark truck show. Clar- 
ence Fisher (Cadillac), Newark, 
never lets an opportunity go by 
without telling the New York boys 
that he breathes the fresh air be- 
fore the big city gets it. 


Bill Hughson, the dean of all 
Ford dealers, looks back to the 
time when he used to hold the 
present Ford sales vice-president 
(Henry Ford II) on his knee while 
he took up business with the late 
Edsel Ford. 


R. S. Perrault (Ford), Montreal, 
is one of the very unusual dealers 
in the industry—he pays virtually 
his entire overhead out of profits 
from his parts department alone— 
his service and vehicle sales are 
velvet. 


If I was asked what was the 
highlight of the NADA meeting 
held in Detroit this week—the one 
thing that caused the most talk, 
it would just have to be a certain 
oil man’s talk at one of the ses- 
sions. It seems that the oil man 
had a ghost writer and the oil 
man, being one of the big shots in 
his industry, didn’t read his speech 
over before giving it. As a result, 
the speech and the speaker became 
the topic of universal conversation 
of the bored ones. Bet you the 
gentleman reads his ghost writer's 
stuff next time. 


So as we go to press does your 
rambling reporter take note of just 
a few of the fine guys we rubbed 
elbows with during the three days 
—just wished we could have men- 
tioned all whom we talked with 
and didn’t have to limit our com- 
ments to such a few remarks. 


Constitutional Test 
On Renegotiation Set 


WASHINGTON.—An order 
which will set up a three-judge 
statutory court to determine 
whether the Renegotiation Act 
is constitutional was signed here 
last week by Chief Justice D. 
Lawrence Groner, of the United 
States Court of Appeals. 

Groner, Jennings Bailey, asso- 
ciate justice of the District 
Court, and Edward C. Eicher, 
chief justice of the District 
Court, will hear the case. 

The test arises out of a suit 
brought by the Lincoln Electric 
Co., of Cleveland, resisting a de- 
mand by the Navy Department 
that it return $3,250,000 to the 
government. This sum is said 
by the Navy to represent excess 
profits for 1942 determined by 
its price adjustment board. 

While the Lincoln company 
maintains it is making no excess 
profits, the Department of Jus- 
tice contends the company made 
profits in 1942 in excess of 19 
percent even after renegotiation, 
but before taxes were paid. The 
profits, say the government, 
would be 23 percent of the total 
net worth of the firm at the be- 
ginning of 1942. 


Need of Drafting 
Young Men in 


Industry Cited 


DETROIT.— Although Selective 
Service well knows the necessity 
for maintaining a balance of man- 
power between military and civil- 
ian requirements, it is still neces- 
sary that more of the men who 
have been deferred for oOccupa- 
tional reasons must be taken by 
the armed forces in the first six 
months of this year, it was ex- 
plained to auto dealers at the 
NADA convention last week by 
Commander P. H. Winston, Selec- 
tive Service official. 


“In manpower, as in all other 
fields,” Winston said, “we are 
called upon to do more with less. 
This must be done, it will be done.” 


Some idea of the employes the 
dealers might be expected to lose 
before June 30 could be obtained 
from Winston’s talk. 


“With respect to those regis- 
trants under 22 years of age de- 
ferred in civilian war industry who 
are subject to reclassification 
under our stated policy,” he as- 
serted, “it can safely be said that 
excepting those found physically 
unfit for military service, it will 
be only in those cases of unusual 
skill, training or capacity that such 
registrants may be continued oc- 
cupationally deferred.” 

While the armed forces are dis- 
charging about 100,000 men a 
month, he cautioned against the 
belief that this indicated that serv- 
ice needs are declining. The dis- 
charges represent the growing 
pains of hasty mobilization, he said. 


By June 30, he said, the serv- 





ices must be increased to an = 


authorized strength of 11,300,000 
men. This calls for the induction 
of 900,000 men in addition to the 
600,000 men who probaby will be 
discharged in that period. 

Winston then listed the sources 
from which these 1,500,000 men 
must be obtained. Youths reaching 
the age of 18 in this period are 
expected to supply 300,000 accept- 
able men. Another 500,000 are ex- 
pected to be inducted from the 
1,000,000 in the manpower pool now 
in a class available for military 
service. 


This leaves 700,000 men to come 
from the pool consisting of 3,000,- 
000 registrants deferred by reason 
of occupation and 3,500,000 in Class 
A who were previously deferred 
by reason of dependency. 


The group of 3,000,000 occu- 
pationally deferred in industry is 
made up of a substantial number 
of registrants who are non-fathers 
and a considerable number of 
young single registrants. 


And it is this group, Winston 
indicated, which will be called upon 
to supply most of the balance of 
men needed. 


It costs you about a penny-a-day to 
keep abreast of the automotive news— 
better renew NOW! 


Text of NADA 
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prepared after months of study 
and with the advice of experts in 
the drafting of federal bills, and 
it was found that in their opinion 
all that could be done was to im- 
pose liquidation obligations on a 
manufacturer who cancelled a con- 
tract which under the bill was a 
type that controlled a dealer. It 
did require that the manufacturer 
agree with the dealer on the num- 
ber of cars to be purchased each 
month and obligated it to sell and 
deliver that number, but it also 
required the dealer to purchase 
and accept that number. The bill 
went as far as constitutional ex- 
perts felt it could in requiring a 
fair contract, but it illustrated that 
it is not possible by law to tell 
persons doing business together 
exactly on what basis their deal- 
ings should be. The approach can 
only be to prescribe penalties for 
the commission of certain unlaw- 
ful acts. But such acts must be 
inherently wrong or against public 
policy. The right to engage in a 
lawful business is guaranteed by 
the Constitution. Reasonable regu- 
lations may be made in the public 
interest, but legislative bodies can- 
not require that a lawful business 
can only be conducted in a par- 
ticular way under a particular form 
and kind of contract. 


Negotiation, 
Not Legislation 

It is therefore the conclusion of 
this committee that contract 
changes should be sought through 
negotiation, as they cannot be 
legislated. This committee does 
feel, however, that negotiations for 
improvement should be continu- 
ously and vigorously carried on. 

This committee believes that the 
individual discussions held during 
the past year with factories will 
lead to substantial improvements. 
This work should be carried on. 

It is the conclusion of our com- 
mittee that there is a great deal 
of merit in some of these laws 
in the direction of self improve- 
ment of the automobile retailing 
trade. Much of the competitive 
difficulty in the past has been 
due to a few unscrupulous deal- 
ers. By reasonable licensing re- 
quirements, man yof the most 
undesirable can be kept out of 
the business. 

But in approaching the question 
of a state licensing iaw, it must 
be kept in mind that there are 
definite limitations on what can 
be accomplished by such laws. It 
seems quite clear from the 
Nebraska and Pennsylvania ex- 
periences that a licensing law 
cannot be used for the purpose of 
controlling either the price of new 
cars or the allowances on used 
cars. Until the question has been 
passed on by the courts, it is 
doubtful as to how many restric- 
tions can be put on the relation- 
ship between dealers and manufac- 
turers. But much can be done 
toward establishing standards for 
dealers and much can be done 
toward the elimination of dealers 
who seek to obtain a competitive 
advantage through the evasion of 
paying taxes and who misrepresent 
to and deceive purchasers. It is 
doubtful that the problem of the 
appointment of too many dealers 
can be solved through the passage 
of state dealer licensing laws. 
Under any licensing law all who 
can meet the standards for quali- 
fication must be licensed. The con- 
trol of the number of dealers is 
entirely in the hands of the manu- 
facturers. It has been hoped by 
many that there was a possibility 
of approaching the number of 
dealers on a public utility basis, 
that is only permit the appoint- 
ment of the number of dealers that 
the state found were necessary to 
serve the community on the basis 
of public necessity and conveni- 
ence. The type of enterprises, 
however, that can thus be limited 
is relatively narrow, and it does 
not appear to those who have 
studied the problem that auto- 
mobile dealerships can be included 
in that category. There is not the 
strong public necessity for a 
monopoly, nor can it be demon- 
strated that there would be no 
such service available to the public 
unless such a monopoly’ was 
created. 


The Committee also recom- 
mends that dealers and local as- 
sociations study carefully the pos- 
sibilities that exist in municipal 
ordinances for the control of the 
issuance of licenses to exclusive 
used car dealers. In normal times — 
one of the most provoking problems 
is that of out of town used car 
dealers bringing a stock of cars 
into town and dumping them on 
the local market. In my own city 
of Flint, such. an ordinance re- 
duced the number of such dealers 
from 85 to 12, and there has not 
been a used car auction in Flint 
since the ordinance was adopted. 


Here Are 


Conclusions 


Now in conclusion, I would like 
to summarize this rather long re- 
port. First, however, let me say 
that I recognize that my statement 
is not strictly a report. It is not, 
and I believe could not be a one, 
two, three recitation of specific 
facts and events. Postwar Planning 
does not contemplate immediate 
action, rather it contemplated 
thought — analysis — diagnosis — 
contemplation and some specula- 
tion. Likewise, Factory-Dealer 
Relations has to start out with 
much the same approach. Bear in 
mind that this committee had to 
start at scratch on both problems 
—we did not have any preceding 
Committee’s work to give us a 
start. 


Now, to summarize, First, our 
surplus war materials work has 
resulted in a Congressional Bill. 
We urge you to support it. 


Second, to improve _ factory- 
dealer relations we recommend 
negotiations with the factories. 
Preliminary meetings have been 
held and should be continued. 


Third, we recommend state 
laws to establish standards for 
dealers, to exclude the tax-evader 
and defrauder of the public from 
the opportunity of being a dealer. 


Fourth, we recommend city 
ordinances to improve the stand- 
ards of used car selling. 

Fifth, we recommend that in 
the postwar period dealers work 
concertedly to have the govern- 
ment retire from all regulation 
of the lawful conduct of automo- 
bile retailing. 


You will be given an opportunity 
to adopt or reject these recom- 
mendations when they are pre- 
sented in the form of recolutions 
later in this meeting by the 
Resolutions Committee. 


(Continued from Page 1) 
while the need for licensing deal- 
ers nationally was discussed by C. 


W. Coons, of the Illinois associa- 
tion. 


E. M. Morris, president of As- 
sociates Investment Co., predicted 
that finance firms would come 
back actively into the field about 
six months after dealers are sell- 
ing cars, due to the huge amount 
of war bonds and savings avail- 
able for immediate purchase of 
cars. He foresaw at least four 
years of good business immedi- 
ately following termination of the 
war; thereafter, he said, it’s any- 
body’s guess. 

Howard Moore discussed the 
effects of the used car price ceil- 
ing in Canada; Ray Chamberlain 
and Charles Bishop, of NADA, re- 
ported on NADA activities; James 
Dalton discussed what dealers face 
in 1944, and Joseph A. Schlecht of 
St. Louis reported on service and 
sales manager group activities. 

The following were introduced 
as representatives of new mem- 
ber associations: Lew Ullrich of 
Louisville; John E. Raine of Vir- 
ginia, and Gladys E. Walker of 
Dallas. Glenn B. Atcheson of 
Minnesota is a new representative 
for the Minnesota association. 


Obituaries: 


George W. Chitty 
CHESTER, S. C.—George W. Chitty, 
65, died recently. He first entered the 
automobile business with a Ford 
agency. Later he was dealer for Chev- 
rolet cars and trucks. 
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Hoffman Urges 
Dealers to Push 


Postwar Plans 


DETROIT.— Auto dealers must 
plan now as never before to meet 
the problems peace will bring, Paul 
G. Hoffman, president of Stude- 
baker and chairman of the Com- 
mittee for Economic Development, 
declared at the twenty-seventh 
annual NADA banquet last week. 


It’s from the sales organiza- 
tion that we must get the pres- 
sure to keep production going at 
a high level, he said. 


“All hope of achieving a rapid 
and substantial increase in gross 
national output will be shattered 
unless wholesalers and retailers 
play their part in planning for 
expansion,” Hoffman warned. 


“In this connection, I can think 
of no group more important than 
the 50,000 automobile dealers in 
America. They have always been 
aggressive salesmen. The fact that 
automobile manufacture, in a few 
short years, became the country’s 
No. 1 industry, testifies to that.” 


As. chief of the CED, Hoffman is 
probably one of the best informed 
men in the nation on postwar 
planning. 


Our soldiers, he said, want to 
return to an America of expand- 
ing opportunity. They don’t want 
to come back to a dole and a 
cash bonus. They want real jobs 
and a chance to earn a decent 
living. 

Linked to this problem, he said, 
are details of reconversion, in- 
creased production, distribution, 
opportunities for job givers as well 
as job seekers, a federal tax pro- 
gram to encourage increased pro- 
duction, and community planning 
as well as business planning. 

And the answers must come 
quickly, he said, for the day Ger- 
many surrenders problems of con- 
tract terminations and demobiliza- 
tion, already upon us to some ex- 
tent, will overwhelm us unless we 
are ready. 

If this great task is mishan- 
dled, he declared, it will interfere 
with the task of defeating Japan, 
and Japan must be beaten to its 
knees if our future generations 
are to live in peace. 

Returning to the peacetime econ- 
omy, Hoffman said that America 
has all the tangibles necessary to 
attain the goal of a 30 to 35 percent 
increase in business over 1940 
levels. The demand is there, and 
that demand is backed by savings. 
As for cars, Hoffman predicted a 
demand for 18,000,000 new cars and 
trucks in the first three years 
after the war. 

But what about the intangi- 
bles, he asked, pointing to those 
directly related to the auto in- 
dustry. A great rise in accidents 
might bring laws to cripple the 
auto industry. Safety drives 
must be planned now. Highways 
must be improved. 

Turning to the intangibles affect- 
ing all business, Hoffman said that 
business, labor and agriculture 
must get together and work for 
the common good instead of their 
own special interests. 

Business must be willing to take 
a chance; it must shake off its 
depression-born fears. The govern- 
ment must help through a tax pro- 
gram which will encourage com- 
petitive enterprise instead of 
shackling it. 

Productive jobs must be 
created. Business, he said, must 
be increased to the point where 
the nation has neither mass 
unemployment nor too much gov- 
ernment employment. The job 
goal, he estimated, is seven to 
10 million more than in 1940, or 
53 to 55 million. 

And they must be well-paying, 
productive jobs, he asserted, say- 
ing that proposals to spread the 
work with a 30-hour week or less 
would spread misery rather than 
work. 

“Only by producing more,” Hoff- 
man said, “can we have more to 
divide.” 


N. Y. Tolls 


NEW YORK.—A total of 21,987 ve- 
hicle crossings last year on bridges 
and tunnels operated by the Port of 
New York ROY represented a 
drop of 12 percent below the proteding 
year and percent from the pea 
year of 1941, according to announce- 
ment last week by Frank C. Ferguson, 
chairman. Toll revenues amounted to 
13,239,000, a decrease of 8 percent 
rom 1942 and 22 percent from 191. 
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CLASSIFIED WANT AD D 


Reaching an estimated 50,000 
Maine to California Low 
for 3 insertions. Cash in 
signed with your name 
Care Automotive News, 
received. Display Ads: 


and 


WANT AD DEPT., 


WANTED - - Experienced 
Production Engineer 


A large independent motor car 
manufacturer has an opening 
for an experienced production 
engineer, preferably one who 
has had experience in manu- 
facturing American automobiles 
abroad, to establish and be chief 
of operations of a foreign as- 
sembly plant in which produc- 
tion can be closely coordinated 
with domestic factory output. 


This is a splendid opportunity 
for a man who has thorough 
knowledge of modern engineer- 
ing and production methods. 
Services of this man are re- 
quired immediately. Write Box 
569, c/o Automotive News, De- 
troit 2, giving full information 
about yourself and complete 


summary of your experience 
and qualifications. 


Replies will be held confidential. 
Our present employes know of 
this ad. 


WANTED—WHOLESALE REPRESENTA- 
TIVE and traveler to cover Metropolitan 
Boston territory calling on present. dealer 
organization as well as developing open 
points. To the right man we offer an 
unusual opportunity for the present and 
the Post-War period. In reply, state 
experience, age and give references. 
Box 568, c/o Automotive News, 
Detroit 2. 


PARTS MAN—Excellent opportunity for 
experienced parts man with ability and 
energy on field staff of large automobile 
manufacturer. Give detailed information 
on experience, age, draft olassification 
and availability under W.M.C. regula- 
tions. Write Box 567, c/o Automotive 
News,. Detroit 2. 


WANTED: THOROUGHLY EXPERIENCED 


Chevrolet mechanic to work in long 
established dealership in Rio Grande 
Valley of Texas. Plenty of work, good 
living conditions, mild climate, good 
schools and churches. 12 miles from 
Old Mexico. Answer giving full informa- 
tion. STANDARD CHEVROLET COM- 
PANY, Box 540, Edinburg, Texas. 


EXPERIENCED SERVICE MANAGER. 
Chevrolet and Oldsmobile dealer. South- 
ern Iowa. Must be exempt from draft. 
Good pay. Favorable working condi- 
tions. Opportunity for right man. Give 
reference, age, experience own handwrit- 
ing. Box 559, c/o Automotive News, 
Detroit 2. 


MANUFACTURER of a leading line of 


automotive replacement parts can use 
an EXPERIENCED SALESMAN to work 
with our established jobbing outlets call- 
ing on dealers, garages, fleet owners, 
etc. Position requires constant travel- 
ing. Car preferred but not aosolutely 
essential. Excellent opportunity. Write 
fully. Box 558, c/o Automotive News, 
Detroit 2. 


WANTED IMMEDIATELY: General office 


manager and accountant with General 
Motors experience. Salary $4200 yearly 
with prospects for advancements. Per- 
manent position with Buick and Cadillac 
dealer in business twenty-eight years. 
J. J. JACOBS MOTOR COMPANY, 
1500 K. Street, Sacramento, California. 


REPRESENTATIVES WANTED 


COMPANY MANUFACTURING FORMED 


and Welded Steel Products seeks ener- 


districts: Cincinnati, 

land, St. Louis, Indianapolis, St. Paul, 
Kansas City. Box 566, c/o Automotive 
News, Detroit 2. 


POSITION WANTED 


NEW CAR 
DEALER with excellent connections, lo- 


of new and used cars. Box 563, c/o 
Automotive News, Detroit 2. 


DETROIT SALES REPRESENTATIVE 


requires additional production account. 
Line must have post war possibilities 
for sales to automotive industry and 
supplying plants. Well known and con- 
nected here with good address and now 
calling on car manufacturers and other 
manufacturing plants in this area. 
Good coverage guaranteed. Box 570, 
c/o Automotive News, Detroit 2. 


STATION WAGONS 


STATION WAGONS FOR SALE, FORDS 


—MERCURYS. MONART MOTORS 
COMPANY, MILWAUKEE, WISCONSIN. 


rates: TEN CENTS 
advance. 
address 
Detroit” 


$7 per inch, per insertion 
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CHRYSLER OR GENERAL MOTORS 
dealership in South Jersey with 200 car 
potential or would consider a partner- 
ship in a larger operation. All replies 
will be treated in strict confidence. Box 
564, c/o Automotive News, Detroit 2. 


WILL PAY CASH for small run down 
agency in Georgia or Florida. Ford, 
Chrysler, General Motors. Box 561, c/o 
Automotive News, Detroit 2. 


WANTED TO BUY and devote my full 
time to large dealership west of Missis- 
sippi. Have $150,000 cash and can get 
more if needed. 20 Years successful 
dealer distributor experience. Box 553, 
c/o Automotive News, Detroit 2. 


DEALERSHIP WANTED. Prefer G.M. 


line. 
tial Replies confidential. 
Bill Spike, Inc., Chehalis, W 


‘ash. 
DEALERSHIP R 


ONE OF THE BEST. A ‘‘big three’’ lo- 
cated in exact center of highly indus- 
trialized metropolitan area of 500,000 in 
Ohio. Good stock of used cars, unlimited 
service demand, parts store and body 

No real estate. Splendid lease. 
Box 555, c/o Automotive News, Detroit 2. 


GARAGE FOR SALE 

GARAGE 24,000 Sq. Ft. Equipment, Apart- 
ment located Penna. Lincoln Highway 
(Route 30) Ford, Chrysler and G.M. 
contracts are available. Can vacate in 
90 days if necessary. Owner in ill 
health. Box 572, c/o Automotive News, 
Detroit 2. 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:38 a.m. 
Every Tuesday—Rain or Shine 


Used Cars and Trucks On Hand 
At All Times 


FOR DEALERS ONLY 


WE BUY WE SWAP WE SELL 
COME BUY OOME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Caire, IL 


EQUIPMENT FOR SALE 


NEW WRECKER TOW CRANE in original 
crate. Will fit most any type of pick-up 
or truck. Will sacrifice! Box 571, c/o 
Automotive News, Detroit 2. 


PRACTICALLY NEW BEAM front end 
equipment including wheel spinner, 
demonstrator, power hydraulic jack, 
bending irons all makes, wheel balancing 
machine complete at Eight hundred 
Fifty dollars. MANNING-MARINO, 
Youngstown, Ohio. 


WANTED FOUR Lupton Steel Bins with 
Partitions. Give condition and price. 
Britain Motors, New Britain, Conn. 


WANTED CRANKSHAFT GRINDING 
MACHINE. Also rod reconditioning ma- 
chine. Must be good condition, reason- 
ably priced. Box 562, c/o Automotive 
News, Detroit 2. 


ACCESSORIES WANTED 
WANT TO BUY Automobile Radios and 
Automobile Heaters. L. 8. JULLIEN, 
INC., 1443 P Street, N.W., Wash- 
ing, D. C. &. 
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TRUCKS FOR SALE 


THREE NEW 1942 FORD 134 Inch 
dumpers. 100 horsepower, 2 speed axles, 
heavy duty tire equipment, retail prices. 
LASKY MOTOR CAR CORP., 90 Mont- 
rose Ave., Brooklyn, N. Y. 


TWO 1940 VKDA 3 Ton Dodge Diesel 
Tractors. One Diesel very little used. 
Air Brakes, 10.00 x 20 Tires. Also 720 
T Tractor—Air Brakes, 10.00 x 20 Tires. 
With Martin 22 ft. trailer. MILTON 
— 184 South Street, Pittsfield, 

ass. 


FOR SALE—Two new 1942 Chevrolet 
Panels, one-half and three-quarter ton, 
at ceiling prices. LASKY MOTOR CAR 
nr” 90 Montrose Avenue, Brooklyn, 


TWO CAR TRAILERS carry 4 autos, 
8 Studebaker (new) chassis & cabs, 
1 Dodge (new) chassis & cabs, 1 1942 
Dodge Coach 13,000 miles, 1 1942 
Mercury Coach 12,000 miles, 2 1942 
Plymouth Sedans 1,200 miles. U. 8. 
BEST TRUCK SALES, 1689 Bedford 
Ave., Brooklyn, N. Y. 


TRUCKS WANTED 


WILL BUY—Up to 50 1% ton Chevrolet 
trucks. Any wheelbase or tire size. 
Full ceiling F.O.B. your dealership. 
RHODES WALKER CHEVROLET COM- 
PANY, South Charleston, West Virginia. 


BUY any number new “Ford, 
Lincoln and Mercury cars and Ford 
trucks—all models. 


WANTED TO BUY for top cash price, 


new cars, new trucks—one or . 
MOSBY-MACK MOTOR COMPANY— 
Ford Dealers, Topeka, Kansas. 


AUTHORIZED FORD DEALER wants to 


buy for cash new 1942 Fords, Mercurys, 
Lincolns. State price & model. Box 554, 
c/o Automotive News, Detroit 2. 


WANTED TO BUY any number of new 
passenger cars. Any make considered. 
Send list with prices to Rogers Motor 
Company, 4th. & Frankfort, Tulsa, 
Oklahoma. 


NEW CARS FOR SALE 


TWENTY-NINE new Hudsons for sale at 


list plus increment. Wiese Auto Sales, 


Inc., Racine, Wis. 


NEW AND USED CARS FOR SALE to 


dealers at ceiling prices. Stock consists 
of 1942 Oldsmobiles, all models and 
colors, 6 and 8 cylinders, and late model 
used cars. Box 565, c/o Automotive 
News, Detroit 2. 


24 
Hudsons, 10 Nashes, 12 Studebaker 
Passenger cars. Fred Williams, Jr., 850 
N. Meridian, Indianapolis 4, Indiana. 


USED CARS WANTED 
CLEAN, LATE, LOW MILEAGE Cadillac, 
Buick, Packard and Chrysler produced 
seven passengers. Buick 91's, Cadillac 
75's, five passengers. Will pay fair 
prices for these slow moving automobiles. 
McClintock-Cadillac —- WORLD'S LARG- 
EST DEALER IN SEVEN PASSEN- 

GER’'S, LANSING, MICHIGAN. 


WILL BUY 


cars, pickups and 


late model clean choice used 
trucks. Have own 
transports in Utah, Idaho and Colo- 
rado. Phone Mr. Austin at Graceland 
6320, Chicago or Airmail lists and prices 
to Jesse M. Chase, 814 Diversey Park- 
way, Chicago, or Box 1552 Pocatello, 
Idaho. 


HEARSES, FUNERAL CARS or AMBU- 
LANCES—WiIll buy clean 1937 or newer 
models. Glen Newman, 420 Armour 
Bivd., Kansas City, Missouri. 


WANTED TO BUY lIate model low mileage 
used cars in the vicinity of New York 
City or New England States. Wwte air- 
mail giving lsts and prices. R. H. 
Drewry, 328 E. Avenue, Lawton, 
Oklahoma. 


WE WILL BUY from dealers located 
within a distance of (5) miles of New 
York City, CLEAN automobiles and 
station wagons, 1938, '39, '40 and °41. 
Kindly submit complete details of 
vehicles and prices requested. Dexter 
Motors, Inc., 1892 First Avenue, New 
York City. 


USED CARS FOR SALE 


1942 LINCOLN ZEPHYR SEDAN full 
equipment, Custom interior. Lincoln 
Zephyr Brunn—Town Car—Was Edsel 
Ford personal car—i11,000 miles—tfull 
equipment—perfect condition and appear- 
ance. BEHREND BROTHERS, 560 
Falisway, Baltimore 2, Maryland. 


150 USED CARS—'37 to °42. All makes 
always carried in stock. We can supply 
what you want pronto! Shipments made 
every day to dealers all over the country. 
Alden MacLellan, Inc., 718 N. 7th 8&t., 
Allentown, Pa. 6256. 


Buick °'41 Roadmaster Conv. Cab 76C; 
Buick '41 Special, R & H; Buick ‘42 
Special; Buick 8 Pass. 1940, brand new 
pre-war tires, radio, heater; Plymouth 
°42, 2 Dr. Sedan; Plymouth °’41 Conv. 
Cab, plenty extras; Plymouth Station 
Wagon 1939; Packard ‘41; Lincoln 
Zephyr Sedan 1939. MALDEN BUICK, 
48-56 Holden  S&t., Malden, Mass. 
Telephone: 2626 Malden. 


supply what you want. 

every day to dealers all over the country. 
Call or write Mr. Evans, Phone 4-8351, 
Fred Morganstern Chevrolet Co., 436 
Centre Ave., Reading, Pa. 


WILL SELL—Five 1942 passenger cars all 
slightly used, but in new like condition 
throughout. Flawless finish, clean fresh 
looking body interiors. Every one equip- 
ped with near new deep tread tires. 
1942 Chevrolet master two door sedan— 
$1,050, 1942 Ford super two door sedan 
—$1,050, 1942 Pontiac Torpedo two door 
sedan (9,000 miles) $1,200, 1942 Olds- 
mobile ‘‘66’" four door sedan—$1,250, 
1942 Packard Clipper four door sedan 
—$1,550. Phone, wire or  write— 
MALLON SUBURBAN MOTORS, 445 
Main Street, East Orange, New Jersey. 
(Phone ORANGE 5-3900.) 


AUCTION SALE 


AUCTION SALE EVERY TUESDAY at 
11 A.M. Come buy—Come Sell. Cars on 
hand at all times. 750 River Avenue 
(opposite Yankee Stadium), Bronx, New 
York City. Tel. Melrose 5-5828, Earl 
Greiner, Mer. 


HARTFORD HAS HUNDREDS OF 
USED CARS TO WHOLESALE 


All makes, all models, all types 
. 1936 to 1942 


from 
e@ Choice, fresh merchandise 


@ Lower prices than in any ether 
market 
@ Rail facilities to all points daily 


Call, Wire or Visit Hither of These Dealers 


CAPITOL MOTORS, INC. 


368 MAIN STREET, TEL. 7-8144 
HARTFORD, CONNECTICUT 


O’MEARA MOTOR CO. 


683 CONN. BOULEVARD, TEL. 8-2178 
EAST HARTFORD, CONNECTICUT 


@2 Largest Used Car Wholesalers in Connecticut 


Address all Box Ne. replies in care of Autemotive News, 5229 Cass Ave., Detroit 3 
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Halleck Tells Dealers: 


U.S. Indebted to NADA 





For Aid on Surplus Bill 


DET ROIT.—Holding up auto 
dealers as examples of the type of 
enterprise that made America 
great, Rep. Charles A. Halleck, 
Indiana Republican, said that the 
whole nation would be indebted to 
NADA for its assistance on the 
program for distribution of surplus 
war goods. 

This legislation, he predicted last 
week at the opening session of the 
NADA convention, will be reported 
soon to the House. 

“Your NADA officials,” he said, 
“were the first witnesses on this 
subject before the House Small 
Business committee, and later 
before the House Banking and 
Currency committee. 

“No group or individual legisla- 
tor since that time has suggested 
a@ program which was an improve- 
ment on that of NADA in either 
scope or clarity.” 

Saying that there is bound to be 
a lag between the close of the war 
and the time the manufacturers 
get back into production, Rep. Hal- 
leck asserted that it is only logical 
that surplus war goods should be 
sold through dealers at that time. 

Halleck also discussed other 
problems of dealers—the threat of 
used-car ceilings and _ rationing, 
and tires and gasoline. 

Although he admitted that he 
did not know the exact status of 
the used-car ceiling question, he 
said that the hesitancy of OPA to 
impose such a ceiling undoubtedly 


WPB Boosts 
Quotas for 


Auto Batteries 


WASHINGTON. — Designed to 
stimulate the manufacture of auto- 
motive batteries, WPB last week 
took action to step up quotas to 
reach an estimated 1944 production 
total of 19,000,000 batteries re- 
quired to keep essential war trans- 
portation in operation, including 
passenger automobiles as well as 
all types of truck transport. 

In 1943, battery manufacturers 
were authorized to produce 105 per- 
cent of the batteries they sold dur- 
ing the calendar year 1941. WPB’s 
action raises this permissible figure 
to 110 percent of the number of 
batteries sold during the calendar 
year 1941 ofr calendar year 1943, 
whichever is higher. 

Small producers who sold less 
than 25,000 replacement batteries 
in 1943, can proceed with unlimited 
production providing that the total 
for any such producer for the year 
1944 does not exceed 25,000 units. 
It is believed this will encourage 
many small plants and result in 
additional production of as many 
as 500,000 batteries. 


torily. 


Presentation of this fact, Hal- 
leck added, undoubtedly has had 
@ great deal to do with causing 
OPA officials to pause before 
setting the used-truck formula 
in motion in connection with 
used cars. 


needs decline. 


service. 

“The average car owner with 
whom I come in contact wonders 
why more advances have not 
been made in keeping windshield 
clean in snow, ice and rain, in 
preventing skidding, in moderniz- 
ing ventilation and in providing 
a national highway system so 
modern that he can go fast and 
see something at the same time. 


a lot heretofore.” 


used-car ceiling, 


is the duty of Congress to make 
laws, not administer them. 


through Congress: 
want the office to do. 


guide your contacts and operate in 
strict conformity with the direc- 
tions of that group. Seeing the 


time is of utmost importance. 

3. Get your story clearly into the 
hands of your congressional con- 
tacts and have them tell it 
simultaneously. 

4. Follow up your congressional 
drive with direct contacts between 
your people and the administrative 
offices. 

The worst possible approach, 
he said, is to have a lot of dif- 
ferent people rushing to in- 
dividual congressmen with a lot 
of different suggestions at a lot 
of different times. 

Halleck complimented the deal- 
ers for winning their fight for sur- 
vival in the dark days at the be- 
ginning of the war, and asserted: 

“As you have proven yourself 
strong in adversity, so your count- 
less friends expect you to prove 
yourself equally strong in the pros- 
perity which you soon are destined 
to enjoy.” 





. 
-a dealers’ convention 


every week! 


HERE’S a national Dealer’s Convention in the 
News every week, which is attended by many 
ever attended an auto. dealer’s convention. You 
leaving your héme town and at less than the cost 
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was due to the failure of the used- 
truck ceiling to operate satisfac- 


As for rubber and gas, Halleck 
said that he was caring for his 
tires as though he would never get 
another set, and that he expected 
less instead of more gas until war 


Looking to the postwar period, 
Halleck predicted increased public 
insistence on greater safety and 


“T know that is a large order, 
but the car owner asks a lot be- 
cause the industry has given him 


In discussing the threat of a 
Halleck pointed 
out that it is unfair to ask Con- 


gress to carry on a continuous bar- 
rages on the same subject, since it 


He suggested this procedure in 
approaching administrative offices 
1. Decide in detail just what you 


2. Select one national group to 


right people at exactly the right 


columns of AUTOMOTIVE 
times the number who 
can attend 
of a cigar. 
not already a subscriber, use the handy coupon below: 
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Dealer Mortality 
Small in Chicago; 


Total Now 394 


CHICAGO.—Results of a survey 
conducted by the Chicago Automo- 
bile Trade Assn., released last 
week, disclosed that new car deal- 
ers numbered 394 on Jan. 1 in 
Cook County, only five less than 
on Oct. 1 and 15 fewer than Jan. 
1, 1943. 


Of these dealers in the metro- 
politan Chicago area, 253 were 
within the city limits and 141 in 
the county outside the city proper. 


The total on Jan. 1 two years 
ago was 464 dealers in the county, 
70 more than at the start of this 
year, while on Jan. 1, 1941, there 
were 490 dealers and on the same 
date in 1940, the total was 483. 


“It is interesting to note that 
only 10 dealers retired from the 
new car field during each six- 
month period of 1943, and four 
were newly appointed in the last 
half of the year, while only one 
dealer was appointed during the 
first six-month period,” the CATA 
points out in a statement. 


“Based on an average of 399 
dealers for the entire year of 1943, 
the mortality was only 4.9 percent, 
compared to 13 percent for the 
same period in 1942, and 11.9 per- 
cent for 1941. This is the lowest 
mortality rate of any year as far 
back as our records go.” 


Tires 


(Continued from Page 1) 
asserted, leaves little funds for oil 
exploration. A price increase which 
would amount to a cent a gallon 
retail, would releive the problem, 
he said, and he then discussed the 
price situation at length. 

As for the more distant future, 
Hallanan was optimistic. Vast new 
oil pools are yet to be found, and 
coal and oil shale will provide 
great quantities of oil, he predicted. 

Hallanan warned, however, that 
should depletion of the nation’s oil 
reserves ever make this country 
dependent on other nations, the 
U. S. would become a second-rate 
power. 

As for new tires to equip new 
cars, if the cars could be produced 
at this time, Tomkins said that it 
would be impossible to supply 
them. However, he asserted, at a 
later, unspecified date, it will be 
possible to supply tires for original 
equipment. 

While tire companies have the 
equipment to produce more new 
passenger tires, he said, the diffi- 
culty is simply that other types of 
tires take priority. As soon as 
military demands decline, produc- 
tion of passenger tires may be 
increased immediately. 

This same factor of military re- 
quirements will determine when 
rationing of tires is to end. It’s 
anybody’s guess, said Tompkins, 
who at the same time pledged that 
“just as soon as we can drop these 
blank blank regulations, we will 
do so.” 

However, Tompkins warned that 
tire-conservation measures are still 
vitally necessary. 

“I know you dealers want new 
cars with new tires as soon as 
possible,” he said. “And one way 
you can bring that time nearer 
is to do all in your power to 
help conserve present tires.” 

In explaining that essential tire 
needs would be met, Tompkins said 
that there are now facilities for 
recapping 25,000,000 passenger tires 

a year and five million truck tires 
and that three-quarters of a mil- 
lion new tires were being pro- 
duced a month. 

Looking to the postwar era, 
Tompkins asserted that the price 
of cars and tires should be kept 
as low as possible in the postwar 
period, since the heavy burden of 
taxes was reducing incomes and 
might reduce the demand for cars 
if the price were too high. 

Tompkins also said that new 
uses of rubber would increase the 
demand for rubber and that users 
should begin to survey their post- 
war needs and file them with the 
rubber office. 

Stating that there had been 
suggestions in some quarters that 
efforts to improve synthetic tires 
be relaxed since it appeared 
that sources of natural rubber 
might soon be wrested from the 
Japs, Tomkins asserted that the 
Allies would need all the natural 
as well as all the synthetic rub- 
ber they can get for some time 
ahead. 










































to an expanding postwar automo- 
bile business—the type of business 
which helped make this country 
great—was cited last week by A. 
vanDerZee, vice-president of Chrys- 
ler Corp., at the NADA convention. 

The automobile history, he said, 
is One of enterprise, achievement 
and success, and yet the future of 
the business is obscured by an 
increasing tendency toward legis- 
lative control and regulations in 
the field of retailing, higher costs, 
mounting taxes, inflationary forces, 
and other burdens upon enterprise. 

“There is the constant threat,” 
he said, “of higher prices which 
may tend to restrict markets for 
products and services.” 

Pointing up the dangers of high 
taxation, vanDerZee cited the ex- 
ample of England and other Euro- 
pean countries where the sale and 
use of automobiles and trucks has 
been discouraged. 

“In England, before the war,” he 
said, “the possession of anything 
more than a workable bicycle was 

a sign of wealth beyond the 
dreams of avarice, and I am told 
that a good 1932 wide open seven- 
passenger, bucket-seat, side-cur- 
tained Daimler with demountable 
rims set its owner back 45 pounds 
for license alone—and that’s about 
$200. 

“I am recommending that we 
continue to encourage an ex- 
panding market for automobiles 
—and that means, among other 
things, the minimum of taxation 
and restriction upon their sale, 
ownership and operation.” 

VanDerZee said that estimates 
put the total tax in the United 
States on automobiles, from the 
mine to the finished car, at 25 
percent of the retail price. 

The buyer, vanDerZee said, will 
be the chief “free enterpriser” in 
the postwar world, and many 
dealers are studying their opera- 
tion with that in mind. 

“Right now,” he said, “I am 
afraid that wartime scarcity of our 
goods has lulled some people into 
the always unprofitable habit of 
wishful thinking. Where once buy- 
ers shopped, compared and bar- 
gained, they now must take what 
they can get. 

“But after the war, won’t the 
demand for goods and services, 
and competitive selling, make the 
buyer the chief free enterpriser 
once again? Won’t the buyer be 
free to choose and free to bar- 
gain as he sees fit? Wouldn’t we 
be unwise to forget that the re- 
tail automobile business—unlike 
most other businesses—is a 
trading business? 

“How could you forget it? And 
isn’t that the reason for the own- 
ership, at the outbreak of the 
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Dangers to the Auto Business 


Are Cited by vanDerZee 


DETROIT.—A very real danger! war, of some 30,000,000 automobiles 
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in the United States—with millions 
to come?” 

VanDerZee said that in his 
opinion the future will not be an 
easy One, and that some may stray 
onto some strange paths because 
of the longing for certainty and 
repose. 

But, he went on to quote Oliver 
Wendell Holmes, “certainty is gen- 
erally illusion, and repose is not 
the destiny of man.” 

Farsighted dealers, he said, 
were asking themselves questions 
like these: 

“Have I kept up with modern 
developments affecting the loca- 
tion of my business—the building 
that houses it, the layout, the fa- 
cilities? 

“Are more shops and showrooms 
going to be air-conditioned in the 
future? 

“Is my service equipment up-to- 
date, as much as it must be to 
compete for the service dollar of 
the future? 

“Are my customer relations the 
best they can be, and must be, to 
compete successfully, and to cre- 
ate more customers? 

“What are people saying about 
courtesy and efficiency at my place 
of business? 

“Do I enjoy the good will I 
should enjoy in my community? 

“What is my manpower situa- 
tion. Probably it’s tough at the 
moment, but I speak now concern- 
ing the development of adequate 
and highly efficient top manage- 
ment and departmental and tech- 
nical personnel as we go along in 
the future. 

“Is my financial structure sound 
and adequate for the business I 
anticipate? 

“Am I keeping my eye on what 
my competitors are doing in these 
difficult times, and in preparation 
for the future? 

“Am I more inclined to think 
about maximum profits in the first 
two or three years after the war— 
most of which I won’t be able to 
keep because of taxes—than I am 
about supporting and continuing 
a way of life and business which 
will offer the best opportunities 
over the long pull for me, for my 
children, and for the men now 
doing my fighting . . . just as it 
has during the past for me?” 


Cadillac Distributors 


Honored in Detroit 

DETROIT.— Upwards of 100 
Cadillac distributors, here for the 
convention of the National Auto- 
mobile Dealers Assn., were lunch- 
eon guests of N. Dreystadt, gen- 
eral manager of Cadillac, and D. 
E. Ahrens, general sales manager, 
last week. 













